Marketing and honesty

Key messages to whet your appetite
Honesty is a most valuable asset c Dishonesty is a very slippery slope c Stealing money is wrong, so is stealing time c
Would you do this to your mother? c
The Longaberger Company
The Longaberger Company must rank among one of the most improbable business success stories ever. 3 The company makes baskets woven out of thin wood strips. These baskets were very popular in the 19th century, around 1880 or so. You can use such a basket to carry your food if you go on a picnic or you can put one on a table and look at it.
We are talking about a company in an industry that was mostly obsolete once plastic was invented. The Longaberger Company was started in the 1970s by a man, Dave Longaberger, who took nine years to complete six years of high school, mostly because he never became very good at reading. Over a 25-year period he built his company into a $700 million in sales and 8,000 employees phenomenon. He became quite famous when he decided to build his new six-story headquarters in the shape of a wooden basket.
So what was Mr. Longaberger's secret? Put simply, he was ruthlessly honest. Dave Longaberger was the type of old-fashioned man who believes that truth is important and that lying to customers is no joking matter, even if it improves sales and profi ts.
In our lives there are moments where we take one road or another, and then we can't go back any more. Sometimes we take the right road, sometimes we don't. The same is true for companies. Let us see where Longaberger and his company took the right road.
Dave Longaberger learned basket making from his father, who made baskets for his mother to use for grocery shopping, for laundry, to hold bread at the dinner table, to hold fruit, and so on. Dave sold his baskets through stores at fi rst. But then one buyer of his baskets, Charleen Cuckovich, convinced him that she could sell the baskets with a sales system similar to the way Amway and Shaklee do business. She proved extremely successful in selling the baskets and in recruiting additional people to sell even more baskets.
One day Dave Longaberger attended Charleen's sales presentation. During the presentation she told a story about each of the baskets. One basket, she explained, was used by the Longaberger children to gather eggs from their henhouse, and was designed to hold exactly twelve eggs. The audience was very charmed by this story, especially when it was demonstrated that indeed the basket could hold exactly 12 eggs. The sales meeting was very successful. But Dave Longaberger didn't look too happy afterwards. Finally, Charleen said: "Well, what do you think?" He answered: "We never had any chickens!" They both laughed. But then he told her seriously: "Stick to the facts next time."
